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Intro!
Ever wonder why time seems to move faster as we age? A friend of mine explained it
rather simply. When you are 10 years old, a year is 10% of your life, so it seems very long.
However, once you hit 50 years old, a year is only 2% of your life, so it seems to acceler
ate. So get going on your big plans now, before time passes you by.
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No More Pink Slips
A funny story from a

Task
Force member that illustrates
how important it is to select
the right measures.
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No More Pink Slips
by Erik Skie
Sitting on a boat with some friends last summer, I listened to a story about their daughter, a bright,
funny and very social girl in her early teens. In fact, she was a little too social at school, and as a

Case Study

Read about Jeff Orchard, the
former chair of our Task Force,
and his efforts implementing
performance measures at a
tire retailer.

result often brought home pink slips from her teacher that described the problem and requested

a parent’s signature and reinforcement in correcting the behavior.

The mother, a teacher herself, was irate. She said firmly to her daughter,“I do not want to see any
more pink slips.” This seemed to fix the problem. Through the next quarter, her daughter brought

home no pink slips. When the parents met with the teacher at conferences, however, they heard a
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familiar story.“Your daughter is doing well,” the teacher said,“except for the pink slips.”

CPAs: Visionaries, Strategists,
Tech Experts of the Future

“Pink slips? There weren’t any!”

This is an interesting article
that appeared on the
AccountingWEB site.

“Oh, but there were. Four or five for the quarter, actually.”
When the parents arrived home and started the heavy interrogation, they finally got their daughter
to admit to falsely signing the pink slips. Bewildered, the mother asked her daughter why she had

5

done this.The response was matter-of-fact. “You said you didn’t want to see any more pink slips!”

Harnessing the Power of
Business Roundtables

The daughter’s actions underscore a common problem many organizations face today. Many man

How one of our Task Force
members is using roundtable
meetings to get clients to help
each other.

agement teams set goals (better behavior), and tie those goals to the actions they believe will help
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behind management’s request, problems arise.

Recap from Performance
Measurement Conference

As previously mentioned, the
AICPA held its first perform
ance measurement conference
in Orlando, Florida at the end
of July.

them achieve their goals (no more pink slips). Most of the communication focuses on the actions
(pink slips), versus the broader goals they are intended to support (better behavior). If manage

ment selects the wrong action to support their goal, or employees don’t understand the reasons

One of our manufacturing clients faced such an issue.The company was having problems meeting
customer deliveries and decided they needed to improve their productivity.The management

focused on employee utilization.Their thought process was simple: if employees are being utilized

on jobs, they are being productive.
It turned out utilization wasn’t the problem. While the company’s utilization numbers continued to
rise, so did late deliveries and, worse yet, inventory.The focus on utilization had the opposite effect

of what was intended. Instead of concentrating on moving jobs through the system and improving

customer service, employees were focused on staying busy. Staying busy meant always needing a
PERFORMANCE
VIEW
The Measure of Success

job in front of them to work on, regardless of when it would be shipped.This additional inventory
created a lot of congestion on the shop floor and made visual management very difficult. Some

continued on page 2
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No More Pink Slips continued from page 1
employees were busy on current orders, others were building

impact on production flexibility and overall capacity.The empha

ahead because they had available capacity.This disconnect in

sis shifted to reducing inventory requirements to match cus

workflow meant that almost every job became a “hot” job, and

tomer demand (and the company’s ability to produce).

schedule bumping occurred so frequently it became accepted as

the norm.

It soon became apparent that looking at utilization didn’t achieve
the desired effect of better on-time deliveries and something

The moral of the story is: don’t focus on eliminating the pink
slips; focus on improving the behaviors or processes that cause

them. Sometimes, big improvements come in relatively simple
packages.

had to change.The company changed their approach (and meas

urements), instructing employees in all areas of the business to
focus on improving customer responsiveness. Every action was

evaluated by “what does the customer need and when do they
need it.” In less than six months, on-time deliveries improved
from 50 percent to over 85 percent. Sacred cows such as build

ing ahead to leverage setups were challenged in light of their

Case Study

Erik Skie is a principal with the Larson Allen
Manufacturing Group and a member of the AICPA’s
Performance Measures Task Force.
Copyright © 2002. LarsonAllen Effect Magazine.
All rights reserved. Reprinted with permission.

up fresh from work wearing jeans and

Jeff Orchard, MBA, has had a long history with performance

baseball caps and having not shaved

measurement services, both in providing service to clients and

that day, which was not unusual

in leading the initiative to roll out the service within his firm,

for the business.

Meyers Norris Penny (MNP). Unlike most of the other people

“When we started the planning

chronicled in our case studies, Jeff is neither a CPA nor CA, but

session, the employees knew

that hasn’t held him back at all. In fact, in the interest of full dis

very little about how the busi

closure, he was the chair of the Performance Measures Task

ness really made money,” said Jeff.

Force from December 1999 through June 2002.Thus, Jeff knows

“They understood the company

more than a little about the issues surrounding performance

sold product and services, but

measurement.

didn’t understand the relationship

MNP, which was founded in 1940 and is based in Calgary,

between their actions and the compa

Alberta, Canada, is a chartered accounting and business advisory

ny’s success.” Thus, as part of the plan

firm with approximately 1,000 employees and over 30 offices in

ning session, Jeff provided the employees

urban and rural locations across Western Canada. It is the

with an understanding of the income statement and how money

largest regional accounting firm in Western Canada.

saved in expenses affected the company’s bottom line.

Company #1

“By the end of the second night, you would have thought we

One of MNP’s clients was a locally owned, independent tire
company.The owner ran a successful construction business and,
due to poor service in purchasing tires, which was a major

had a bunch of accountants in the room. People were throwing

around accounting and business terms, as if they had been

working with them all their lives. It was a major change from
the first night,” said Jeff.

expense, he decided to open his own tire business.This guaran

teed him the service he wanted and allowed him to offer the

The biggest change was employees understood that their

same service to a market looking for better service.

actions and appearance made a difference as to how clients per
ceived them and how that could have an effect on the compa

The process started with a planning session that was conducted

over two nights, as the owner didn’t want to close the business,

and interrupt service, while they completed the session.The
business had nine full time employees and, as expected, the

ny’s results. At the end of the session, the owner and nine

employees had developed the company’s mission and vision
statements, identified the critical success factors and measures

they would be responsible for over the next year.

employees spent their time selling, repairing and installing tires.

Thus, many of the employees were generally up to their arms in

One year later, Jeff held a follow up session with the owner and

dirt and grime. For the planning session, the employees showed

nine employees to see what they had accomplished. When the

continued on page 3
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Case Study continued from page 2
planning session was held, the company had approximately $4.2

only supports performance measurement services for their

million in annual sales and, one year later, annual sales had risen

clients, but also wants to improve their business by implement

to $4.9 million — for a 19% increase. However, the amazing part

ing the service internally.Thus, Jeff is working with MNP to

of the story was the company’s profits. A disproportionate

develop its own set of balanced measures.

amount of the $700,000 increase in sales went directly to the

company’s bottom line.Thus, they were able to increase sales

without a corresponding increase in operating expenses.

“As an accounting firm, we measure everyone on the traditional
financial measures that all accounting firms use - utilizitation,

realization, etc. However we haven’t looked past the obvious

As part of the implementation of the performance measurement

measures to see what else should be measured to support our

system, the owner instituted a performance-based bonus plan.

vision and mission.Thus, MNP will be one of my biggest clients,”

The nine employees shared in a bonus pool of $90,000.The

said Jeff.

owner was able to recognize team contribution in a substantial

fashion while enjoying a significantly increased return from the
business as well.
“As part of our follow up session, the employees indicated the

Trying to lead change within the accounting field is always a

challenge, so we wish Jeff the best while he implements a per
formance measurement system at MNP.We will revisit him over
the next few years to see how successful the initiative has been.

measures we had chosen 12 months ago were not as robust as

they could be and that we needed to change the measures to
capture better information.They told me the first year’s results

were nice, but they were just getting started and would do

This case study demonstrates how performance measurement

much better the next year,” said Jeff.

can have a positive impact on a business’s results. For more
information on the CPA Performance View service line, please visit

Company #2
Jeff’s second example of the benefits of performance measure

ment is a case of “do as you say.” The management of MNP not

www.aicpa.org/performanceview. Information on when and where
the workshops are held, practice guides, software and more may
be found at www.cpa2biz.com/store.

CPAs: Visionaries, Strategists, Tech Experts of the Future
The future of the accounting and finance profession is changing

Research Highlights:

daily. According to a report from Robert Half International,

♦ Thirty-five percent of today’s accounting graduates find small-

tomorrow’s accounting and finance professionals will shatter

to mid-sized companies the most attractive employment

longstanding stereotypes as they shift from being backroom stat

environment; 22 percent favor large corporations.

isticians to boardroom strategists.

♦ Fifty-eight percent of CFOs said they believe the number of

Accountants will also play a greater role in technology and

women accountants who hold management-level positions

information systems initiatives over the next five years, accord

will increase in the next five years. When CFOs were asked

ing to 39 percent of 1,400 chief financial officers surveyed by

which issue, other than compensation, is most important to

Robert Half International Inc. (RHI).These are just two of the

college graduates when evaluating job offers, 51 percent of

major findings of a recent research project conducted by RHI,

respondents said the possibility of career advancement; 17

the world’s first and largest staffing service specializing in the

percent said the company’s financial stability; and 12 percent

placement of accounting and finance professionals.

said corporate culture.

The objective of the Next Generation Accountant project was to

♦ Of CFOs surveyed, 73 percent said they work more than 40

determine how today’s trends will shape the future of the

hours each week, while 37 percent said their greatest source

accounting and finance professions, and to identify the skills and

of stress is increasing workloads.

competencies accountants will need most to be successful. In
addition to drawing on its expertise gathered over more than 50

The Accountant as Strategic Advisor

years in financial staffing and recruitment, RHI commissioned sur

“Increasingly, accountants will be relied upon to provide a predic

veys of 1,400 chief financial officers nationwide and interviewed a

tive interpretation of financial data,” said Max Messmer, chairman

wide range of leading experts in accounting and academia.

and CEO of Robert Half International. “A finance professional’s
continued on page 4
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analytical abilities make his or her involvement in strategic busi

ness decisions critical.” In fact, in a survey conducted for the

interpersonal skill is valued most in accounting candidates, 38
percent of CFOs surveyed said a positive attitude is most impor

Next Generation Accountant project, CFOs predicted that five

tant, followed by team player skills (30 percent).

years from now issues and responsibilities outside of traditional

To work with nonfinancial colleagues and clients, accountants will

accounting functions will occupy 37 percent of a senior accoun

need to be strong oral and written communicators who can

tant’s time.

convey complex information in simple terms when necessary. In

In their new strategic roles, accounting and finance professionals

addition, accountants in international finance will need to be flu

will be expected to provide big-picture thinking and an under

ent in two or more languages. When surveyed, 52 percent of

standing of how financial data impacts every aspect of a business.

CFOs said the most effective way for accountants to hone these

Many accounting professionals are already removing the word

skills is through classes and seminars; 36 percent said on-the-job

“accountant” from their job titles, opting instead to refer to

learning was most valuable.

themselves as analysts, forecasters, advisors or financial man

Certification and Specialization: Keys to
Career Success

agers, according to RHI’s research.

The Influence of Technology

Some of the hottest specialties for accounting professionals

“Tomorrow’s financial professionals must have a firm grasp of

include e-commerce, information technology services, forensic

technology, including new hardware and software applications,

accounting, personal financial planning, assurance services, envi

data mining efforts, online assurance and security issues, Internet

ronmental accounting and international finance, according to

engineering, and wireless technologies,” Messmer said. “They will

experts surveyed.

use the Internet to store and retrieve information and, as a

Certification will be a considerable asset in the accounting and

result, will interact more frequently with CIOs and other tech

finance fields. In a recent RHI survey, 85 percent of CFOs said they

nology staff.”

believe that a professional certification, such as a CPA (Certified

Eighty-two percent of CFOs surveyed for the Next Generation

Public Accountant) or CMA (Certified Management Accountant)

Accountant project said their accounting departments have

designation, can boost career advancement opportunities.

become more immersed in their companies’ technology initia

Robert Half International Inc. is the world’s first and largest

tives in the last five years. More specifically, almost half (49 per

staffing firm specializing in accounting and finance.The firm’s

cent) of CFOs said their accounting departments have become
more involved with e-commerce projects in the last three years.

Accountemps, Robert Half and RHI Management Resources divi

sions provide temporary, full-time and senior-level project pro

Not surprisingly, when asked which skills, aside from financial

fessionals, respectively.The company has more than 300 offices

expertise, will be most important for financial professionals in the

throughout North America, Europe and Australia, and offers

future, CFOs ranked technology expertise first (44 percent). In

online job search services at www.rhi.com.

addition, 52 percent of CFOs polled said technology training will

Copyright © 2002 AccountingWEB, Inc. All rights reserved.
Reprinted with permission.

be the top priority for their accounting staff in the next two years.

The Importance of “Soft” Skills

For more information on AccountingWEB or to signup
for the free newsletter, visit their Web site at:
www.accountingweb.com.

The team-based workplace of the future will require solid
coaching and mentoring skills, as well as the ability to manage

and motivate others, RHI’s research shows.When asked which
All calls take place at 9:00 AM West Coast time (12:00 PM

Conference Calls

Eastern).

Please note that the information for the conference calls has
changed, as we are using a new vendor. All workshop attendees
for whom we have email addresses will receive an email alerting

If you are a workshop attendee and did not receive the informa
tion about the last call, it is because we do not have your email

them to the calls approximately I week before the call. As a
reminder, the calls for the rest of the year are scheduled for:

address. If you want to receive the information, please send to
us an email at performanceview@aicpa.org and ask to be added

October 18

to the email list.

December 6
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Harnessing the Power of Business Roundtables
By John Turnage, CPA
As a business owner, how often do you have the opportunity to

tions to a minimum. Each meeting follows an agenda so time is

talk one-on-one with other owners or executives about ideas?

used productively and wisely. Each member is asked to commit

Many small- and medium-sized company owners and executives

to the group and make every attempt to attend each meeting.

frequently feel they are working in a vacuum because they rarely

The presence of all members is key to the synergy that com

have the opportunity to exchange ideas with peers and other

monly accompanies business roundtables. Many owners even

professionals. Business roundtables enable owners to cash in on

keep in touch long after the roundtable is over — a sign that

the roundtable’s pool of experience and the expertise of skilled

these relationships offer much more than camaraderie.

facilitators.

Since there are many members to share the fee, the cost to

Roundtables typically are comprised of business owners and

members is a fraction of the cost that a one-on-one business

CEOs who come together to share ideas, discuss challenges or

performance consultant would charge. At the suggested $1,000

concerns, and to learn new ways to approach old problems.

to $4,000 per advisory board member per meeting fee, business

They are different than advisory boards that bring a group of

roundtables look like a steal at between $400 and $600 per

professionals representing different areas of business together

month.

to assist one company in making decisions and to offer advice

in steering the business into the future. Executive roundtables

are proactive and interactive.

And that’s only one of the many benefits ... owners and

CEOs find they have a safe haven to discuss issues that weigh
heavily on their minds.They soon discover and learn, from

Most business roundtables group similar companies together so

others who have experienced similar issues that they are not

business owners interface with others dealing with challenges

alone in their quest for top talent, increased productivity and

and issues within their businesses. For example, small and medi

decreased costs. Besides being an objective sounding board

um companies are grouped together because they share com
monality in size, while larger companies meet separately.

for members’ ideas, the group also can be an accountability

Some roundtables even take this process a step further, and

within his/her sales force, it is almost certain that the rest of

group companies by industry — service companies, for exam

the group will ask the next time they meet how his/her sys

ple, would be grouped separately from manufacturers or other

tems are coming along.

product-oriented companies. Nevertheless, good facilitators

The results roundtables elicit can be spectacular! Some mem

possess the experience to avoid grouping companies competing

bers have reported double-digit profit increases since imple

in the same industries in order to spur discussion on critical

menting ideas that they always intended to put into practice, but

business issues.

factor. If an owner says he/she intends to implement systems

had not done so until joining the roundtable. Others note that

Concepts and ideas are introduced at monthly meetings where

personal productivity has increased as a result of a more

members follow a 12-month curriculum. Homework also is

focused approach.

assigned to roundtable participants who are asked to complete
it by the next meeting, along with any questions for discussion.

Since adult learners must use new information for it to “stick,”

homework assignments are critical for the adult mind to retain

new concepts.
Nothing about the way a business roundtable is conducted is

left to chance. Members attend meetings offsite to hold distrac

Family businesses have found a unique use for business round
tables. Before handing over the reins to the family business,

junior members attend the one-year course to learn how a

business operates.This head start gives these soon-to-be
business owners the leg up on other new entrepreneurs.
According to one family business owner,“It’s hard to place a
value on experience.” ♦♦

This article is contributed by an elite group of CPA firms providing performance measurement including Booth

& Associates; Stirtz Bernards Boyden Surdel & Larter, P.A.; Maybaum & Maybaum, P.C.; CFO Plus, LLC; Larry
Herring, C.P.A., P.A., Houldsworth Russo & Company, P.C.; Williams, Herbert & Jocks, RC.;Turnage & Company,

P.C.;and Hollingsworth & Van Winkle, L.L.P.

Recap from Performance Measurement Conference
As you may know the AICPA held its conference dedicated to

model; how Merck & Co. links six sigma and performance meas

performance measurement. Based on the fact that there were

urement; and how Sprint performance measures in strategic

over 150 people in attendance, we consider the conference to

planning, budgeting and business processes. Mark Graham

have been a big success.
The conference attendees listened to speakers talk about,
among other topics: how IBM values its knowledge management;
why we need a fourth financial statement - the Process

Brown, the author of a number of very good books on perform

ance measurement, delivered the keynote presentation about

the mistakes people make when implementing a performance

measurement system.

Performance Statement; strategies for implementing a balanced

We plan on doing this again next year, so keep thumbing

scorecard; the AICPA’s proposed changes to the reporting

through the conference catalog.

♦♦

Submissions to the Newsletter
If you have an article you want to submit for the newsletter or if you have a story to tell about how a performance measurement
engagement has benefited your client and want to be part of a case study, send an email to us at performanceview@aicpa.org or call
Ed Gregory at 212-596-6268 and we will work with you to make it happen. ♦♦
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